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Prices  for  most  Partners  for  Trade  seminars  range  from  $25 
to  $125  and  vary  in  duration  from  two-hour  luncheons  to 
full-day  programs.  Individual  brochures  will  be  mailed  for 
each  program  —  please  complete  and  return  the  request  for 
information  card  located  in  this  brochure,  so  that  we  may 
keep  you  informed  of  upcoming  programs.  For  further 
information  regarding  registration  or  any  of  the  programs, 
please  call  the  MSBDC  International  Trade  Program  at 
(413)  545-6301  or  the  regional  partner  hosting  the  program. 


Designed  by  Catherine  Cornwell 
MSBDC  International  Trade  Program 


6  6  Statistics  show  that  most  of 
Massachusetts'  growing  companies  are 
expanding  in  direct  proportion  to  their 
increased  export  activity.  Clearly,  our 
economy  must  move  in  a  "global" 
direction. 

As  part  of  the  Weld-Cellucci  "Choosing 
to  Compete"  economic  growth 
initiative,  our  state  agencies  are 
partnering  with  regional  chambers  of  commerce  and  economic 
development  agencies  to  assist  companies  in  their  exporting  efforts. 
Working  together,  organizations  such  as  the  Massachusetts  Small 
Business  Development  Center,  the  Massachusetts  Industrial  Finance 
Agency,  the  Massachusetts  Port  Authority  and  the  Massachusetts 
Office  of  International  Trade  and  Investment  have  opened  the  doors 
to  foreign  markets  for  thousands  of  Massachusetts  companies. 

Now  in  its  fourth  successful  year.  Partners  for  Trade — an  executive 
training  initiative  on  international  trade — has  assisted  over  1,500 
corporate  participants  at  all  levels  of  export  experience.  The  basic 
programs  are  structured  to  provide  companies  with  an  overview  of 
the  essential  issues,  including  the  analytical  framework,  foreign 
market  and  industry  data,  and  one-on-one  assistance  needed  to  provide 
a  solid  base  for  exporting.  The  advanced  programs  provide  an  in- 
depth  perspective  on  specific  topics  or  industries.  No  matter  what 
your  level  of  export  experience,  there  is  a  Partners  for  Trade  program 
suited  to  your  needs. 

The  opportunities  are  worldwide.  Take  the  first  step.  Join  us  as  a 
partner  for  trade.  9  9 

William  F.  Weld,  Governor 


Partners  for  Trade  ^  Spring/Summer  1995  Calendar 


February 

22  Profiling  the  Port  of  Fall  River  (Fall  River) 

27  Advanced  International  Trade  Series  (Worcester)  five-part  series 

March 

9  Choosing  an  Overseas  Distribution  Partner/ 

International  Distribution  Network  Development  (Bedford) 

14  General  Agreement  on  Tariffs  and  Trade  (Leominster) 

15  Doing  Business  in  South  America  (Springfield) 

16  Doing  Business  in  South  America  (Pittsfield) 

16  Using  International  Trade  Shows  as  an  Effective 
Marketing  Tool  (Bedford) 

23  Doing  Business  in  Hong  Kong  and  China  (Bedford) 

28  International  Trade  Programs  and  Resources  (Fall  River) 
28  Basics  of  Exporting  (Framingham) 

30  Export  Opportunities  in  the  Biomedical  Industry  (Bedford) 
April 

5  Doing  Business  in  Italy  (Lawrence) 

11  Developing  an  International  Business  Plan  and 
Marketing  Strategy  (Holyoke) 

12  Developing  an  ISO  9000  Compliance  Program  (Lawrence) 
12  Developing  an  ISO  9000  Compliance  Program  (Fall  River) 
20  Doing  Business  in  India  (Leominster) 

25  Doing  Business  in  Mexico  -  NAFTA  One  Year  Later  (Worcester) 

25  Iniciando  un  Negocio  de  Exportacion/Importacion 

[Starting  an  Export/Import  Business]  (Holyoke)  two-part  series 

27  Using  International  Trade  Shows  as  an  Effective 

Marketing  Tool  (Pittsfield) 

May 

4  Start  Thinking  Export!  (Danvers) 

11  Doing  Business  Under  NAFTA  (Danvers) 

18  General  Agreement  on  Tariffs  and  TVade  (Danvers) 

18  Developing  an  International  Business  Plan  (Leominster) 

June 

6  Export  Opportunities  in  the  Paper  Industry  (Springfield) 


This  training  schedule  is  subject  to  change. 

Please  contact  the  International  Trade  Program  at  (413)  545-6301  for  further  information. 


Comments  from  Past  Attendees 


''The  program  was  excellent.  A  successful  program  that  should 
be  repeated.  I  also  met  other  attendees  with  whom  I  may  do 
business. 

''The  speaker  is  an  outstanding  seminar  leader.  Very 
forthcoming  —  he  creates  a  safe  environment  for  questions. 
Excellent! " 

"/  came  here  for  an  'initial  exposure '  to  assess  prospects  and 
found  the  presentation  very  helpful  and  inspiring. " 


"You  can  quote  me 
on  that!" 


"The  series  was  outstanding!'' 

"The  seminar  included  practical  information  presented  by 
individuals  who  clearly  had  hands-on  experience. " 

"For  a  small  firm^  doing  business  overseas  can  prove  daunting. 
The  MSB  DCs  six-week  survey  course  covered  a  great  deal  of 
ground  and  offered  many  pragmatic  insights. " 


Program  Descriptions 


Advanced  International  Trade  Series 

This  five-week  series  will  cover  topics  such  as  effective  international 
marketing,  international  trade  law  and  taxation,  financing  for  export  and 
import,  off  shore  sourcing  and  business  culture  and  language. 

Basics  of  Exporting 

This  3/4-day  program  will  discuss  the  fundamentals  of  exporting,  including 
topics  such  as  export  preparation,  market  entry,  developing  trade  contacts, 
freight  logistics,  financing,  legal  considerations  and  methods  of  payment 
in  international  trade. 

Choosing  an  Overseas  Distribution  Partner/ 
International  Distribution  Network  Development 

This  half-day  program  will  discuss  strategies  for  identifying,  selecting 
and  qualifying  an  overseas  distribution  partner.  The  program  will  also 
show  how  to  use  these  strategies  to  systematically  develop  an  entire 
international  distribution  network. 

Developing  an  International  Business  Plan 

This  program  will  discuss  the  essential  elements  for  developing  an 
international  business  plan  and  marketing  strategy,  including  background 
analysis,  marketing  preparation,  export  strategy  and  budget. 
Implementation  of  international  business  plans  will  also  be  discussed, 
along  with  government  resources  that  assist  in  international  business  plan 
development  and  financing. 

Developing  an  ISO  9000  Compliance  Program 

These  half-day  programs  will  provide  participants  with  the  benefits, 
process  and  impact  ISO  9000  will  have  on  their  business  as  it  relates  to 
selling  products  abroad.  It  will  also  offer  suggestions  for  implementing 
an  effective  company  plan  towards  ISO  9000  registration. 

I 

Doing  Business  In... 

Country-specific  seminars  discussing  the  major  trade  opportunities  and  j 
resources  of  interest  to  exporters.  Countries  to  be  discussed  include  China,  \ 
Hong  Kong,  India,  Italy,  Mexico  and  South  America.  All  attendees  will 
receive  an  extensive  market  resource  guide  on  the  countries  profiled. 


Doing  Business  Under  NAFTA 

This  program  will  discuss  the  opportunities  for  Massachusetts  companies 
doing  business  under  the  North  American  Free  Trade  Agreement,  including 
tariff  and  trade  benefits.  Logistical  requirements  and  the  rules  of  origin 
for  doing  business  under  NAFTA  will  also  be  discussed. 

Export  Opportunities  in... 

These  local  interest,  industry-sector  programs  will  discuss  export 
opportunities  and  resources  in  the  biomedical  and  paper  industries. 

General  Agreement  for  Tariffs  and  Trade  (GATT) 
This  program  will  focus  on  the  specifics  of  GATT  and  the  impact  it  will 
have  on  international  trade  for  Massachusetts  companies.  The  importance 
of  GATT  for  the  growth  and  development  of  the  world  economy  will  also 
be  discussed. 

Iniciando  un  Negocio  de  Exportacion/Importacion 

[Starting  an  Export/Import  Business] 

Note:  This  program  will  be  presented  entirely  in  Spanish. 

Este  programa  de  dos  partes,  sobre  los  principios  de  como  iniciar  un  negocio 
de  exportacion/importacion,  esta  siendo  ofrecido  en  Espanol  a  la  poblacion 
Latina.  Los  topicos  incluiran  negocios  internacionales,  planificacion, 
desarrallo  de  contactos  mercantes,  mercadeo  de  productos  y  servicios, 
embarque,  impuestos,  consideraciones  financieras  y  legales. 

International  Trade  Programs  and  Resources 

The  focus  of  this  seminar  is  to  outline  the  federal  and  state  international 
trade  development  programs  that  are  available  to  local  companies  and  how 
to  facilitate  these  programs. 

Profiling  the  Port  of  Fall  River 

Highlights  include  shipping  services,  including  export  handling,  bonded 
facility,  warehousing  and  consolidation  out  of  the  port  of  Fall  River. 

Start  Thinking  Export! 

This  half-day  program  is  offered  as  an  introduction  to  the  basic,  but  very 
important  issues  involved  in  the  initial  efforts  to  successfully  identify, 
evaluate  and  access  target  foreign  markets. 

Using  International  Trade  Shows  as  an  Effective  Marketing  Tool 

This  program  will  discuss  how  to  effectively  prepare  for  an  international 
trade  show  and  develop  a  trade  show  strategy  that  will  lead  to  increased 
market  exposure  and  sales. 


The  Sponsors 


The  Massachusetts  Small  Business  Development  Center  (MSBDC), 
through  its  International  Trade  Program,  offers  small  to  medium  sized 
Massachusetts  companies  counseling  on  preparing  for  export,  market 
research  analysis  and  statewide  strategic  seminars  on  international 
business  through  the  Partners  for  Trade  executive  seminar  series. 

The  Massachusetts  Office  of  International  Trade  and  Investment 

(MOITI)  advances  export  capabilities  of  Massachusetts  companies 
through  trade  missions,  participation  in  trade  shows,  bilateral  accords 
with  foreign  trade  officials,  and  hosting  of  foreign  business  delegations. 
MOITI  also  sponsors  trade  seminars  and  publishes  industry  directories 
and  export  guides. 

The  Massachusetts  Industrial  Finance  Agency  (MJFA)  serves  as  the 
state's  economic  development  bank  making  access  to  capital  easier  and 
less  costly  for  public  and  private  sector  borrowers.  MIFA  issues  tax- 
exempt  and  taxable  bonds,  insures  loans  and  makes  direct  loans  to 
Massachusetts  companies. 

The  Massachusetts  Port  Authority's  Trade  Development  Department 

provides  referrals,  research,  marketing  assistance  and  guidance  to 
companies  interested  in  exporting.  Massport  representatives  attend  trade 
shows  and  maintain  significant  contacts  with  government  and  business 
organizations  worldwide. 

The  Massachusetts  Office  of  Business  Development  (MOBD)  assists 
Massachusetts  businesses  in  creating  and  maintaining  jobs,  and  works 
to  attract  new  business  by  facilitating  their  relocation  or  expansion  within 
the  Commonwealth. 

The  U.S.  Small  Business  Administration  (SBA)  offers  a  number  of 
export  information  assistance  programs  such  as  counseling,  market 
research,  publications  and  workshops.  The  SBA  also  offers  financial 
assistance  through  the  regular  business  loan  and  the  Export  Working  Capital 
Loan  Guarantee. 


Massachusetts  Export  Center 


The  Massachusetts  Export  Center  serves  as  a  single  point  of  contact 
for  Massachusetts  companies  in  accessing  all  export  assistance  services 
provided  by  the  Commonwealth,  through  its  primary  international  trade 
service  providers.  A  single  phone  call  to  the  Massachusetts  Export 
Center  will  link  companies  with  the  export  service  providers. 

The  Massachusetts  Export  Center  can  link  your  company  with  any  of 
the  following  international  trade  services:  assessment  on  export 
readiness;  one-on-one  export  counseling;  export  workshops,  training 
programs  and  conferences;  overseas  market  research,  statistics  and  trade 
leads;  international  marketing  activities  including  trade  missions  and 
exhibitions;  meetings  with  visiting  international  business  delegations; 
an  international  resource  library;  and  a  bimonthly  newsletter  on 
international  trade  activities. 

The  Massachusetts  Export  Center  is  a  cooperative  effort  of  the: 

Massachusetts  Small  Business  Development  Center 
Massachusetts  Port  Authority 
Massachusetts  Office  of  International  Trade  and  Investment 


Massachusetts  Industrial  Finance  Agency 
Massachusetts  Office  of  Business  Development 


The  Massachusetts  Export  Center  is  located  in  the  World  Trade  Center, 
Suite  315,  Boston  02210.  For  more  information  on  any  of  the  above- 
mentioned  agencies,  or  to  access  services,  call  the  Massachusetts  Export 
Center  at  (617)  478-4133  or  (800)  478-4133  from  508/413  area  codes. 


The  Massachusetts  Small  Business  Development  Center  is  a  partnership  of  the  U.S.  Small  Business  Administration 
and  the  Executive  Office  of  Economic  Affairs  through  the  University  of  Massachusetts  Amherst  under  cooperative 
agreement  5-7770-0022-15  and  a  resource  of  SBA's  Business  Development  Service  Network.  For  further 
infonnation,  contact  the  MSBDC  State  Office  at  (413)  545-6301. 


Programs  by  Region 


Central  Massachusetts 


Framingham 

•Kg  O  O 

Mar  28 

Basics  of  Exporting 

Leominster 

Mar  14 

GATT 

Apr  20 

Doing  Business  in  India 

May  18 

Developing  an  International  Business  Plan 

Worcester 

Feb  27- 

Advanced  International  Trade  Series 

Mar27 

(five  consecutive  Mondays) 

Apr  25 

Doing  Business  in  Mexico  —  NAFTA  One  Year  Later 

Northeastern  Massachusetts 


Bedford 


Danvers 


Lawrence 


Mar  9        Choosing  an  Overseas  Distribution  Partner/ 

International  Distribution  Network  Development 

Mar  16       Using  International  Trade  Shows  as  an  Effective 
Marketing  Tool 

Mar  23       Doing  Business  in  Hong  Kong  and  China 

Mar  30      Export  Opportunities  in  the  Biomedical  Industry 

May  4        Start  Thinking  Export! 

May  1 1       Doing  Business  Under  NAFTA 

May  18  GATT 

Apr  5        Doing  Business  in  Italy 

Apr  12       Developing  an  ISO  9000  Compliance  Program 


Southeastern  Massachusetts 

Fall  River  Feb  22       Profiling  the  Port  of  Fall  River 

Mar  28       International  Trade  Programs  and  Resources 
Apr  12       Developing  an  ISO  9000  Compliance  Program 


Western  Massachusetts 

Holyoke  April       Developing  an  International  Business  Plan  and 

Marketing  Strategy 
Apr  25  &    Iniciando  un  Negocio  de  Exportacion/Importacion 
May  2        [Starting  an  Export/Import  Business]  two-part  series 

Pittsfield  Mar  16       Doing  Business  in  South  America 

Apr  27       Using  International  Trade  Shows  as  an  Effective 
Marketing  Tool 


Springfield 


Mar  15 
Jun  6 


Doing  Business  in  South  America 
Export  Opportunities  in  the  Paper  Industry 


Regional  Partners 


Central  Massachusetts 

•  Metro  West  Chamber  of  Commerce  (Framingham) 
Contact:  Fred  Rubin  (508)  879-5600 

•  North  Central  Mass  Chamber  of  Commerce  (Leominster) 
Contact:  Doug  Detweiler  (508)  840-4300 

•  Worcester  Area  Chamber  of  Commerce  (Worcester) 
Contact:  Carol  Campomizzi  (508)  753-2924 

Metro  Boston 

•  Latino  Economic  Development  Center  (Boston) 
Contact:  Sylvia  Dorado  (617)  287-5790 

•  North  Suburban  Chamber  of  Commerce  (Wobum) 
Contact:  Ginny  Allen  (617)  933-3499 

Northeastern  Massachusetts 

•  Merrimack  Valley  Chamber  of  Commerce  (Lawrence) 
Contact:  Joseph  Bevilacqua  (508)  686-0900 

•  Middlesex  Community  College  (Lowell  Campus) 
Contact:  Judy  Burke  (508)  656-3143 

•  North  Shore  Chamber  of  Commerce  (Danvers) 
Contact:  Bradley  Small  (508)  774-8565 

Southeastern  Massachusetts 

•  Southeastern  Massachusetts  Regional 

Small  Business  Development  Center  (Fall  River) 
Contact:  Clyde  Mitchell  (508)  673-9783 

Western  Massachusetts 

•  Central  Berkshire  Chamber  of  Commerce  (Pittsfield) 
Contact:  Dennis  Welcome  (413)  499-4000 

•  Chicopee  Chamber  of  Commerce  (Chicopee) 
Contact:  Debra  Boronski  (413)  594-2101 

•  Greater  Holyoke  Chamber  of  Commerce  (Holy  oke) 
-  Contact:  Doris  Ransford  (413)  534-3376 

•  Greater  Westfield  Chamber  of  Commerce  (Westfield) 
Contact:  Robert  Kapinos  (413)  568-1618 

•  Nueva  Esperanza,  Inc.  (Holyoke) 
Contact:  Lionel  Davila  (413)  533-9625 

•  Springfield  Technical  Community  College  (Springfield) 
Contact:  Ann  Dunphy  (413)  781-1317 


Massport  Trade  Development  Department 
1995  Export  School 

Sheraton  Tara  Hotel,  Framingham 


April  5 

April  12 

April  19 
April  26 

May  3 
May  10 

May  17 
May  24 


Your  Export  Marketing  Plan 

Introduction  to  the  basics  of  exporting,  concentrating  on  market  analysis, 
product  analysis,  competition  and  business  planning.  Finding  trade  leads 
and  other  vital  information  through  computer  services  such  as  Massport^ 
ACCESS  program  will  also  be  discussed. 

Selling  and  Distribution 

Channels  of  distribution  and  how  to  choose  the  most  rffective  one  for 
your  product.  How  to  meet,  select  and  evaluate  a  distributor  Negotiating 
agreements  and  maintaining  relations  with  your  distributor 

Commercial  Relations  and  Pricing 

Setting  worldwide  prices.  Terms  and  conditions.  Managing  the  export 
process. 

Logistics  and  ISO  9000 

The  role  of  freight  forwarders.  Packaging  for  the  international  market. 
Documents  required  for  international  trading.  The  standards  required  for 
selling  within  the  European  Union — ISO  9000 — have  tremendous  impact 
on  business.  Find  out  about  legal  aspects  involved  and  how  the  standards 
apply  to  your  products. 

Export  Financing 

Methods  and  types  of  international  payments.  Foreign  exchange  and 
banking.  Public  financing  sources  for  export  transactions. 

Product  Licensing  and  Export  Legal  Issues 

Export  licensing  controls  and  trademarks  and  intellectual  property  rights 
may  impact  you.  Find  out  how  to  establish  legal  contracts  and  deal  with 
these  legal  issues. 

GATT  and  NAFTA 

The  implications  of  the  GATT  and  NAFTA  agreements  on  trade  worldwide. 

Fast  Growing  Markets  -  Argentina  and  South  Africa 

What  you  should  know  in  order  to  be  successful  when  doing  business  in 
Argentina  and  South  Africa.  The  possibilities  awaiting  U.S.  companies  in 
the  world's  most  rapidly  expanding  economies. 

For  further  information  about  Massport's  Export  School, 
call  Martin  Polera  at  Massport  at  (617)  478-4100. 


"ISf^     BANK  OF  BOSTON 


Export  School 


•  Advanced  Foreign  Exchange  (205) 

•  Advanced  Letters  of  Credit  (202) 

•  Credit  Aspects  of  Foreign  Trade  (204) 

•  Government- sponsored  Trade  Finance  Programs  (106) 

•  Identifying  New  Foreign  Trade  Markets  (102) 

•  International  Cash  Management  (206) 

•  International  Celebrity  Speaker  Luncheons  (108) 

•  Introduction/ Advanced  Letters  of  Credit  (103/202) 

•  Introduction  to  Foreign  Exchange  (201) 

•  Introduction  to  Letters  of  Credit  (103) 

•  Legal  Aspects  of  Documentary  Credits  (203) 

The  Export  School 's  Winter/Spring  1995  semester  begins  in  January 
For  more  information  on  class  dates  or  registration,  call  SusanWheeler 
at  the  Bank  of  Boston  Export  School  at  (800)  850-4579 


The  World  Trade  Institute  represents  New  England  in  the  World  Trade 
Centers  Association,  and  it  is  their  primary  mission  to  promote  and  support 
the  international  business  endeavors  of  New  England  companies  and  to 
encourage  and  facilitate  regional  investment  and  partnering  from  abroad. 

Current  Topics  in  International  Trade 

•  AM  Global  Briefings 

•  Half-  and  Full-Day  Seminars 

World  Trade  Center  -  Network 

•  Trade  Leads 

•  Internet 

•  Global  Trade  Databanks 


WORLDTRADE  CENim 
BOSTON 


World  Trade  Institute 


For  a  1995  listing  of  programs  to  be  held  in  downtown  Boston  or 
information  on  other  Instimte  services,  call  (617)  439-5088. 


MSBDC  International  Trade  Program 


The  Massachusetts  Small  Business  Development  Center's  International 
Trade  Program  provides  small  to  medium  sized  Massachusetts  businesses 
interested  in  international  trade  with  a  variety  of  resources  to  help 
evaluate  export  opportunities. 

-A  Outreach  Counseling.  MSBDC  international  trade  counselors 
are  available  to  assist  Massachusetts  companies  prepare  a 
strategy  for  exploring  and  entering  international  markets.  They 
also  assist  companies  in  answering  basic  questions  concerning 
international  trade  and  by  working  as  liaisons  with  various  state 
and  federal  agencies  involved  in  international  trade,  including 
the  Massachusetts  Office  of  International  Trade  and  Investment, 
Massachusetts  Port  Authority  and  the  U.S.  Department  of 
Commerce. 

1^  Market  Research  Information.  Reports  taken  from  the 
Department  of  Commerce's  National  Trade  Data  Bank  are 
offered  free  of  charge  to  clients  of  the  MSBDC.  The  National 
Trade  Data  Bank  contains  over  100,000  files  of  information  on 
market  research,  export  promotion,  trade  contacts,  country 
profiles,  international  economic  data  and  market  and  statistical 
insights  compiled  from  over  15  government  agencies. 

A  Trade  Leads.  The  MSBDC  will  soon  be  entering  its  fifth  year 
of  using  the  International  Trade  Data  Network  to  deliver  trade 
leads,  country  contact  information  and  lists  of  potential 
distributors  free  of  charge  to  clients  of  the  MSBDC.  The  trade 
lead  service  matches  client  profiles  to  trade  opportunities 
compiled  from  government  and  private  sources.  Searches  are 
done  twice  a  week,  with  leads  mailed  directly  to  clients.  Other 
searches  are  done  on  an  as  requested  basis. 

-A  MSBDC  Network.  The  International  Trade  Program,  a  specialty 
center  of  the  MSBDC  network,  also  utilizes  services  of  other 
MSBDC  regional  and  specialty  center  offices  in  areas  such  as 
business  plan  development,  finance,  cash  flow  management, 
human  resource  issues,  domestic  market  analysis  and  marketing. 


MSBDC  Network 


State  Office 

University  of  Massachusetts  Amherst 
205  School  of  Management 
Amherst,  MA  01003-4935 
(413)  545-6301 


Regional  Centers 

Central  Mass  Regional  Office 

Clark  University 

950  Main  Street,  Dana  Commons 
Worcester,  MA  01610 
(508)  793-7615 

North  Shore  Regional  Office 

Salem  State  College 
197  Essex  Street 
Salem,  MA  01970 
(508)  741-6343 

Western  Mass  Regional  Office 

University  of  Massachusetts  Amherst 
101  State  Street,  Suite  424 
Springfield,  MA  01103 
(413)  737-6712 


Metro  Boston  Regional  Office 

Boston  College 

96  College  Road,  Rahner  House 
Chestnut  Hill,  MA  02167 
(617)  552-4091 

Southeastern  Mass  Regional  Office 

University  of  Massachusetts  Dartmouth 
PC  Box  2785,  200  Pocasset  Street 
Fall  River,  MA  02722 
(508)  673-9783 


Specialty  Centers/Programs 

Capital  Formation  Service 

Boston  College 

96  College  Road,  Rahner  House 
Chestnut  Hill,  MA  02167 
(617)  552-4091 

International  Trade  Program 

University  of  Massachusetts  Amherst 
205  School  of  Management 
Amherst,  MA  01003-4935 
(413)  545-6301 


Minority  Business  Assistance  Center 

University  of  Massachusetts  Boston 
College  of  Management,  5th  Floor 
Boston,  MA  02125-3393 
(617)  287-7750 

Massachusetts  Export  Center 

World  Trade  Center,  Suite  315 
Boston,  MA  02210 
(617)  478-4133 

(800)  478-4133  from  508/413  area  codes 
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